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The Ultimate
Real-World

~effrement Guide

FACING UP TO THE COSTS OF
-LONG.TE’RM’~
CARE

No matter how well you
plan your retirement,

the catastrophic expense
of long-term care could

ruin it all. Insurance
looks like the obvious

solution. Turns out
i~’~s anyLhing bu~.

BY AMANDA GENGLER
AND PAT REGNIER

PHOTOGRAPHS BY
HENRY LEUTWYLER

ome insurance decis~ans ~re easy. Takelife ihsurance. You.
know you need it to replace the income your s~ouse and kids
wotfld lose if you died. Insurers don’t have muchleeway to
d~spute claims for death benefits because "deceasdd"is a
pretty defirdta condifior~ After you decld~ how much to buy,
you carl compare various term policies, see wl~ch we the
cheapest and most practical, and buy the least expenglve one
that fits yottr needs.

Long-term-care insurance seems just as simple--at first,

Its purpose i.s to pr6tect you from a very real, v~ry sgmT
possib~ty:t~at one day ~ou might he unable to tal~e c~re ofy0ur~eh~. Ifyofi ¯ . ~
rand up in a nursing home or need extensive assistance at home, you will face
catastrophic costs that could eat up every dollar you ever earned. The ayerage
d~ily rate now for a stay in a nursing home is $183, or nearly $67,000 aymually,
an expense that after a fe~v years wo~d sink ~Jl but the v~ry well-off. And prices
will go "hp. ][~’they rise a bit faster th~n inflation, by 2026 the daily rate could hit
$486 a day, or $177,000 a year.

Insurance looks llke the so]ufion--tl~e customary mech~anism f~r sharing a
potenfi~dly devastating financial risk with thousands of other policy-
holders. And it can worlc Take the case of David and Kfisfi Schubbe    ~
of suburban NIirmeapolis. Starting in 2002, when she was only 610

tTWORKED FOR HIM David Schubbe and his wife Kristi weren’t worried
about their health when they bought long-term-care insurance at a~es 59
and 6o. (Both had relatives who lived past ~oo.) But Kristi later developed
Alzheimefs and now lives in a nursin~ home that costs $~8o a day.The bill
may eventually top half a million, David says: "That’s huge to us."

LTC50956
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Facing Up to the Costs of Long-Term Cm’e

Fzlsfi became forgetful and had dif-
fianlty performhng routine tasks such as
following familiar recipes.After three
years David became unable to care for
her, even with a home aide. He found a
nearby nursing facility that specializas
in Alzheimer’s patients. "I imewwhen ¯
I saw it, this is where I want my Kristl;’
he says. The bill is $5,400 a month, but
their long-term-care policy, which the
Schubbes bought in 2001, covers the
entire expense. Insurance halped m~e
~he tragedy manageable. Says David: "It
took the financial element out of when
to go [into a home], where to go a~d how
to do it."

What if the Schubbes had pot pur-
chased insurance? Medlc~xe would
not have helped because it doesn’t pay
for long nursing-home stays. Medicaid
might have paid-about ~3% of nursing-
home residents eventually qualify--but
only after David had exhausted much
of the couple’s assets. (Transferring
assets to relatives is almost impossible
because the government penalizes you
for having given money to others withAn
the previous five years.) States set strict
limits on how much money the sp6use
not in care can retain. In Mbanesota, for

example, the spouse cau keep half of the
couple’s assets up to about $100,0o0,
plus their home (with as much as
$500,000 in equity). Finally, some nurs-
ing homes will not accept Medicaid, so
relying on it would have diminished the
Schu~bes’ options.

Average cost of a semiprivate
room in a nursing home

A DAY"~

Average cost of a home health
~ide: $1~ an hour, eight hours a day

Long-term-care insurance, however,
has plenty of catchas. First, you maypay
thousands of dollars fu annual premi-
ums, possibly for decades, even after
retirement when you have a smaller
income; if you stop paying, you can lose
your coverage and everything you put
in)Second, you have to look rex iato the
future and guess what l~nd of care you
will need and how much it will cost.

INSURANCESPEAK

WORDS YOU NEEDTO KNOW
--> ADL Activity of daily
living, such as bathing,
eating and dressing. Y~u
typically need help with at
least two to get benefits.
--> ELIMINATION
PERIOD The number of
days (say, 6o or 9o) ~ou
must wait to receive
benefits. Ask whether the
period counts only days on
which service is provided
or goes by the calendar.
~ HOME CAgE An aide
comes to your home to

provide help that could
include cleaning, cooking,
bathing, shopping and
getting to doct6r visits,
-> INFLATION PROTEC-
TION Each yearyour
maximum benefit
increases by a set
percentage. Choose
5% compounded.
--> NONFORFEITURE
BEN EFIT With this, even
if you drop the policy, the
company gives you a
portion of your benefit.

~ PARTNERSHIP
POL!CY Available in
some states (more to be
added), it lets you qualify
for Medicaid after
exhausting benefits and
still keep more assets
than ordinarily allowed
on Medicaid.
-> SHARED CARE You
and your spouse each
buy coverage but pool
benefits so that one
can use benefits the
other doesn’t.

Most disturbing, perhaps, some insur-
ers’ business practices have recently cast
doubt on how much you can trust them
to hold up their end of the deal. Inthe
past few years many policyholders have
faced exothltant rate increases-some-
times 40% or more. And a rash of taw-
suits complain that insurers are delaying
or unfairly denying the claims of some of
their most vulnerable policyholders.

A Chinese menu
of benefits
Decent health insurance will pay for
anything from a flu shot to triple-bypass
surgery.. Long-term-care insurance offers
no such blank check. ’~You have to define
long-term care thewayyour contxact
defines it, not by the way you might acto-
ally need it," says Robert Yriedland of the
Georgetown University Long-Term Care
FinancLng Project.

A policy pays a set daily ra~e for a nuts-
lug-home stay or other care, say $I00
or $!50. The higher the rate you select,
the higher your premium. And if the day
rate increases to $2~0 by the time you
need care and your policy specifies $100,
you’re on the hook for the rest. Some
policies will raise the beaefit with im%-
fion, some won’t, a~d the ~ormula d~ffer~
from policy to policy. Howlong will the
policy pay? For your lifetime, if you can
afford such coverage, or for the number
of years you select.

To qualify for coverage, you musi
:[yp~cally be coguifiveIy impaired or
unable to perform a certain number of
activities of dally living (ADLs), usually
two. Some policies offer coverage o~y
for home case; others cover nursing-
home stays plus adult day care or assisted
living. Some policies waive premiums
while you’re in care; others keep charging
you. To choose a policy, buyers must sor~
through enough permutations and
comblnations-each with its own price
tag--to do a Chinase restaurant proud.

The risk of rate hikes
The Schubbes were in good health when
they bought, so ~cy were able to get
~:overage for themselves for a $3,000



IT COST MORE THAN THEY THO UG HT Lester and Judy Watts
purchased a"Cadilla¢" polic~ for $28o a month in 2oo5. A few
months later their i nsu rer successfully petitioned the state to
boost premiums. Instead of pailng the higher rate, the couple
have decided to reduce benefits.

LESTER AND
JUDY ~VATTS

Clive, Imva

annual premium. Those who have health
problems like diabetes, cancer or m~bri-
tis will pay higher premiums, Or in the
worst case, they might not quailS- at all.

Insurance salespeople point out that
you can lessen that risk by purch~ing a

But insurers c~’m still rMse rates for
other reasons ~d often do. Theymay
have to pay more claims than fl~ey
expected, for example. Lester Watts, 72,
and his wdfe Judy, 61, of Clive, ~owa
bought aIong-term-care policy from

policy when you’re young, The premiumsEquitable Life & Casualty two years ago.
would likely be low, and most insurers Their premium was $280 a month.
promlse that they will not hike your ratesWitNn the yem; however; tim insurer won

because of age or health problems, the right fi’om the state to raise its rates.

ANNUAL PREMIUM FOR...

...a married 55-year-old

...a married 65-year-old

~~1939
The couple’s premium would rise to about
$360 a month. ’fit a!l smacks to me of a
bait and switch," says an angryLester
Watts. The insurer says that new policy-
hoiders like the Wattses were notified at
least a year before the rate increase went
into effect, giving them thne to cancel.
Rather than do that, however, the Wattses
have decided to reduce their benefits to
keep their premium level.

Prices that keep heading skyward could
eventually force you to drop the policy.
At that point you may lose your coverage
and all the money you paid. You’ll be
hard put to find a cheaper policy else-
where, since you are older now than
when you first bought, and a worse
insurance risk. "You are more or less
married to mn insurer and you can’t really
change," says John Rother, director of
policy and strategy for A!LRP, the retir-
ees’ lobby. (A&RP also markets a long-
term-care policy from Me,Life.)

Rate hikes may slow. Regulation is
improving, and Jesse Slome of the
American Association for Long-Term
Care Insurance argues that insurers have
learned from experience how to price
policins more accurately ~rom the start.
That’s plausible. But you may not Imow
for decades whether they’re right.

Will you get pald?
If you buy long-term-care insurance,
you are trusting that your benefits will be
paid at some point long into the future.
But thls year ffews began to surface,
both in the New York Times and the Des
Moines Register, that sen~ors around the
countrgwere having difficulty colleoNg
clahns. Consumer advocates rand plain-



tiffs � L~oineys argue that long-term-c~e
insurers have an even stronger tinansial
incentive to take a hard line with theh"
customers than, say, auto or life carriers.
"Old people don’t l~st long;, sld~ people
don’t fight hard," says FrmukDaxras, a
california lawyer who has sue8 insurers
over unpaid long-term-care ddims.

A claim, of course, is a judgment
call, but it’s almost everybody’s judg-
ment hnt yours. In September, Louis
Heldenbrand turned out fur a public
meeting of insurance regulators in Des
Yldinas to tell of his unsuccessfu! efforts
to help longtime neighbor Dorothy
Parker, 88. Five years ago she bought
$100-a-day coverage from Bankers Life
& CasualW. After breaidng her pelvis in
December 2006, parker, who weighed
just 8g pmmds at the time, checked into
a nurainghnme.

Despite her condition, Bankers Life
denied payment in .Tune, saying she did
not meet the policy’s definition of"chron-
ically il]:’Accordingto a claim document
from Parke~s nursinghome, signed by
her doctor, Roger Hansen, sh~was inca-
pable of performing only one ADL. Her
policyiz~qniras her to be de:rident in two.

With help from alawyer, Fm’kashas
appealed. Haaser~ who says he has
since looked more closely at her medical
records, states that he believes she is in
fact limited in three ADLs. Parker can
amble down the hallway with her walker
but often gets dizzy.. "I feel I need t9 be
here;’ she says. In early Augnst, Hansen
wrote to the insurer iterdizing Parkeffs
three ADLs in specific detail. "She’s a
fall w~iting to happen;’ he says. Baukers
asked for more documents, and while
Parker awaits a decision, she’s paying-
$3,700 a mon~ for nursing-home care,
as wel! as premiums, wblch the insurer
hiked by $!00 to $390 a month in May.

John Wel]s, who runs the long-tenn-
ca~e business for Conseco, Bankers’
parent company, told MONEY that for
privacy reasons he couldn’t discuss
Parker’s case. He said that Conasco pays
98% ofc!aims mud that if the company

SO FAR, SO GOOD Patdda Hurley’s morn, who suffered
from Alzheimer’s dissase, received in -home care for
~our years thanks to a long-term-care policy. Hurley, 66,
derided to buy a policy of her own so she can remain at
home il: she falls i!l. Her insurance, which costs $288 a
month, wilI pay for fou~years of care.

To buy or not                 tion or rely on a st~s~ugar’s help is deeply
with so manyrisks to weigh, how do you unse~ing. If you let an insurance agent
deride whether you needlong-term-care frame the decision in those terms, you’ll
insurance-and i~you do, what to buy?
To start, you think of the big picture.

Remember: This is ultimately a
question about your financial security.

didn’t scrurh-Jze them, other poficyhold-ImaginJngyourselfso frail and~niner-
ers could have to pay }Jgher rates, abIe that you need to live in sn instim-

buy a policy in five seconds.
Instead of freakJng out, you should

focus on the potential financial need.
Georgetown’s FriedJmad says that even

people onlyin their for~es stud fifties
should recognize that they may have to
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pay for at least some long-term care. 
So when calculating how much you'll need 

to save for retirement, you may want to add in 
enough to pay for several months of long-term 
care. That way you'll have some assets standing 
between yourself and Medicaid - and therefore 
more options. And the more you save, the easier it 
will be to pay for insurance if you want it when 
you are older.  

If you are already in retirement or close to 
it, you have to ask yourself whether you have 
enough assets to bother protecting - and enough to 
live on in retirement. If you are scraping by, you 
may be so pinched you'll have to drop a long-term-
care policy before you need to use it.  After all, 
you'll be facing medical expenses besides long-
term care. Finally, you may have other assets to 
tap: You might be able to take out a reverse 
mortgage or sell your home.  

Two guidelines to help you decide 
whether you can afford long-term-care insurance: 
The National Association of Insurance 
Commissioners (NAIC) suggests that you spend 
no more than 7 percent of your income on 
premiums, and Bonnie Burns of California Health 
Advocates advises that you shouldn't buy a policy 
unless you can withstand a premium hike of 10 
percent to 20 percent. 

Before you meet with an agent, talk to 
your kids. Many people buy long term- care 
insurance at least partly to avoid being a burden to 
their children. But when you need help, they will 
be involved no matter what your arrangements. 
And talking to your kids can help you decide how 
much and what kind of coverage you need.  
For example, you may learn that your children 
aren't counting on an inheritance, which means 
you don't need as much insurance to protect assets. 
If they want to preserve a bequest and you need a 
larger policy, then you can ask them to help pay 
premiums, says Richard Kaplan, a University of 
Illinois law professor and an expert on elder law.  

If your kids expect you to leave your 
home in Indiana and move near them in Boston, 
you'll need a policy geared to costs there, not the 
Midwest. If your family lives nearby, you may be 
able to delay going into a nursing home. A few 
hours each day from a home health aide and help 
from your kids may be enough for a while.  

You may have no children or close 
relatives. "If there's no one, you should face that 
up front," says Kaplan. In that case you'll want to 
choose a policy with a bigger nursing-home 

benefit. If, in the end, you opt for long-term-care 
insurance, follow these steps:  
Pick a rock-solid insurer 
You'll have to live with the policy you buy for 
decades, so you must choose a financially strong 
company. Above we list the six strongest among 
the largest carriers of long-term-care insurance, 
based on their financial grades from 
TheStreet.com Ratings, formerly Weiss Ratings, 
which accepts no fees from companies it 
evaluates.  

When comparing policies, you should 
find out how many customer complaints an 
insurer has received. To check, phone your state 
insurance department or visit the Web site of the 
NAIC at naic.org/cis.  

Some state regulators can also tell you 
about an insurer's history of premium hikes. The 
fact that an insurer has imposed many price 
increases in the past, however, does not 
necessarily mean that it won't raise prices again. 
And one that hasn't raised rates still might.  
Get specifics.  
You should learn exactly what your policy will 
and will not buy. Little words can mean a lot. 
Say your policy requires you to pay for the first 
90 days of care yourself. Are those calendar 
days? Or just "service days" (those days on 
which you get care)?  

Other questions to ask: If you buy 
coverage for home care, will you have to use a 
special agency or can you hire an independent 
caregiver? If the policy covers assisted living, 
does it cover the cost of housing or only the care 
you receive? Also, ask the agent which facilities 
in your area the policy would cover - and which 
it wouldn't.  Amy Bach of United Policyholders, 
a consumer advocacy group, recommends that 
you keep detailed notes of your conversation 
with the agent and file them with your policy.  
Insist on flexibility.  

Right now you don't know what your 
long-term-care needs will be, so you should buy 
the most flexible policy you can afford. The best 
provide a flat cash benefit you can use as needed 
once you qualify, says Alfred Clapp, an 
independent agent in New York City.  

But such coverage can add 70 percent to 
100 percent to the cost of your premium. You 
may decide to trade off the number of years to 
boost the daily benefit.  Consider 



a policy with only three to five years’
coverage Just 8% of nursing-home claims
run more than four years, accordingto
Ivrdfiman Consultants & Actuaries.

You can also ramp up your dally
benefit hy choosing a long elimina-
tlon perlod. Patricia Hurley, 65, of San
Francisco bougbt a policy which won’t
start paying untl190 days after the
insurer approves benefits. "I intend
to use tiffs as a supplement to my own
savings;’ she says. Her policy also covers
her for four years or until she exhausts

her maximum benefit of $24,8,200.
Another money-saving option offered
in some states: a partnership policy. It

allows you to go on Medicaid after
benefits ran out but lets you and
your family keep more assets than
Medicaid normally permits.
> Hedge against infladora A
$200-a-daypolicy will cover alot
if you need it today, but inflation
in nurslng-home costs could turn
that benefit into a pittane~ in a
decade. To protect yourself,.buy a
policy with a benefit that increases by
5% compounded ayear, says Joshua
Wiener, a long-term-care expert at RTI
International, a nonprofit researqh
group. Don’t go for "simple" interest.
Inflation grows at a compounded rate.

IS THERE A BETTER WAY?.
RIGHT NOW, Americans don’t have many options when paying for long-
term care. They can tap their (probably inadequate) savings. They can
spend down to poverty to get assistance from Medicaid, which already
pays half the bills and is straining from the burden. Or they can buy
insurance, Which is complicated and expensive--only 39% of 6o-to 64-
year-olds can afford even a basic policy, according to a Kaiser Family
Foundation report. "It’s a terrible system," says Howard Gleckman,
who analyzes long-term care for the Center for Retirement Research.

So how could it be fixed? In recent
years the federal govern ment has
prodded people to buy insurance by
making it tougher to qualify for
Medicaid. It has authorized more states
to launch partnership policies and
made it easier for companies to bundle
long-term-care insurance with annui-
ties. The insurance industry advocates
more tax breaks for buying insurance.
Here are three other ideas:

MAKE INSURANCE EASIER TO BUY
Long-term-care policies are compli-
cated. And with so many possible
combinations of options, consumers
are hard put to make apples-to-apples
comparisons. Bonnie Burns of California
Health Advocates would like to see
policies come with standardized terms
and definitions--for example, on how
elimination days are counted. If con-
sumers found shopping easier, probably
more would buy.

MAKE MEDICARE PAY Richard Kaplan,
an elder-law expert at the University of
Illinois, thinks that nursing-home d~re
sl~ould become a par~ of Medicare’s
benefits. This is a tough sell considering
Medicare’s precarious financial state. But
he argues that if government Covered
nursing homes, private insurance could
still pay for home ca re and assisted
living--which can help people delay or
avoid going into a nursing home.

CREATE A NATIONAL INSURANCE
PLAN Under one proposal, everyone
wouId pay in and receive a daiIy cash
benefit when needed. By itself it
wouldn’t be enough to pay for a nursing
home, but it might help more people pay
for home-based care and take pressure
offMedicaid. A similar program called
the CLASS Act, now wending its way
through Congress, would create a
voluntary system that would make $30
monthly payroll deductions automatic.

WHERE SENIOR LONG-
TERM-CARE RECIPIENTS LIVE

22
In a nursing home

78
At home or in
assisted living

In 20 yeazs a $100 dally benefit would
turn into $200 with 5% simple interest.
Compounded, the b?nefit would be $265.
> Don~t rush. ~nsurers want you to buy
when you’re young. The policy will cost
muQh tess then than whan you’re older.

¯ Bu(ifyou buy at age 40, you cou!d be
paying premiums for as long as 60 ye~s.
It’s hard to know whether your insurer
will still be strong, whhther the way
people get long-term care will change
or how prices wflI rise. Unlass you have
a family histol~z of a chronic medical
condition or of Alzheimar’s, you can
probably wait until you are neaz 60 to
buy. You should still have a good chance
of qualifying for coverage, and you’ll have
a clearer picture of the overall ]an~]scape.
> Designate an advocate. One family
member should know you have a policy,
what its terms are and where you keep
it. And you should require the insurer
to inform this person if you stop pay-
ing the premium. You don’t want to lose
the policy because you have become
cognifivelyimpalred. If disputes about
paDnent arise, this persqn will be well
equipped to speak on your behalf.
> Keep it simple. The insurance
indusa~ is splendid it inventing new
ways to package long-term-care insur-
ance with items such as annuities or life
insurance. But at least for now, you
should steer clear of such multipurpose
products. "I once bought an answering
machine that was also a photocopier
and a scanner, and it didn’t do any of
those things well:’ says Deena Katz, a
financial planner who teaches at Texas
Tech. As a general rule, you should buy
your long-term-care insurance straight
up. It’s complicated enough as it is. $
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Massachusetts Mutual Life Insurance Company 
Long Term Care Administrative Office 

21600 Oxnard Street, Suite 1500 • Mailing Address: Post Office Box 4243 
Woodland Hills, CA 91365-4243 

(888) 505-8952  •  Fax (818) 887-4595 
 

July 14, 2008 
 
Harris Shearer 
Rate and Form Analyst 
Arkansas Department of Insurance 
Life and Health Division 
1200 West Third Street 
Little Rock, Arkansas 72201-1904 
 
 
RE: MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY – NAIC # 65935 

Submission of Advertising Materials To Be Used with Institutional Long Term Care 
Insurance Advertising Material 
 
LTC50956     Money Magazine Institutional LTC Article 

 
Dear Mr. Harris Shearer, 
 
The enclosed advertising materials are being submitted for your review and approval.  These 
pieces are intended to be “institutional advertising” regarding long term care coverage, and the 
potential for partnership programs in the future. We hereby verify that in final format, all of 
our forms will be printed in a minimum of 10 point type. 
 
 
Thank you very much for your assistance with this filing.  If you have any questions, please do 
not hesitate to contact me. 
 
Sincerely, 

 
Michael Lewis 
Senior Compliance Analyst 
(800) 366-5463, Ext. 2380 
Michael.Lewis@LifeCareAssurance.com 
 
Attachment 
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Life, Accident & Health, Annuity, Credit Transmittal Document  
 

1. Prepared for the State of  
 

Department Use Only 2. State Tracking ID 

 

 

3. Insurer Name & Address Domicile 
Insurer 
License 

Type 

 
NAIC 

Group # 
NAIC # FEIN 

# State # 

 
 
 

   
 

   

 
4. Contact Name & Address Telephone # Fax # E-mail Address  

    

 

5. Requested Filing Mode 

 Review & Approval  File & Use  Informational 

  Combination (please explain):        

 Other (please explain):        
 

6. Company Tracking Number  
7.  New Submission  Resubmission Previous file #      

 Individual  Franchise 

8. Market 
Group 

 Small  Large  Small and Large 
       

 Employer  Association  Blanket 
 Discretionary  Trust 
 Other:       

9. Type of Insurance  

10. Product Coding Matrix 
Filing Code  

11. Submitted Documents 

 FORMS 
 Policy   Outline of Coverage  Certificate 
 Application/Enrollment  Rider/Endorsement  Advertising  
 Schedule of Benefits  Other 

 
Rates 

 New Rate  Revised Rate 
 

 FILING OTHER THAN FORM OR RATE:  
Please explain:  _________________________________________ 
 

SUPPORTING DOCUMENTATION 

 Articles of Incorporation  Third Party Authorization 
 Association Bylaws  Trust Agreements 
 Statement of Variability  Certifications 
 Actuarial Memorandum 
 Other_______________________________________________ 

    LHTD-1, Page 1 of 2



    Effective March 1, 2007 
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12. Filing Submission Date  

Amount  Check Date  
13 Filing Fee 

(If required) Retaliatory  Yes  No Check Number  
   

14. Date of Domiciliary Approval  

15. Filing Description: 

 
 

 
16. Certification (If required) 
I HEREBY CERTIFY that I have reviewed the applicable filing requirements for this filing, and the filing  complies with all 
applicable statutory and regulatory provisions for the state of    . 

Print Name  Title   
 
 
Signature Date:   
   

LHTD-1, Page 2 of 2

DS0452
Stamp
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17. Form Filing Attachment 
This filing transmittal is part of company tracking number   
This filing corresponds to rate filing company tracking number  

 
 Document Name Replaced Form Number 
 Description 

Form Number 
 Previous State Filing 

Number 

 01 

 

  Initial 
 Revised 
 Other ____________ 

 

 02 

 

  Initial 
 Revised 
 Other ____________ 

 

 03 

 

  Initial 
 Revised 
 Other ____________ 

 

 04 

 

  Initial 
 Revised 
 Other ____________ 

 

 05 

 

  Initial 
 Revised 
 Other ____________ 

 

 06 

 

  Initial 
 Revised 
 Other ____________ 

 

 07 

 

  Initial 
 Revised 
 Other ____________ 

 

 08 

 

  Initial 
 Revised 
 Other ____________ 

 

 09 

 

  Initial 
 Revised 
 Other ____________ 

 

 10 

 

  Initial 
 Revised 
 Other ____________ 

 

  LH FFA-1 
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18. Rate Filing Attachment 
This filing transmittal is part of company tracking number   
This filing corresponds to form filing company tracking number  
Overall percentage rate indication (when applicable)  
Overall percentage rate impact for this filing % 

 
Document Name 

 

 
Description 

Affected Form 
Numbers 

 Previous State Filing 
Number 

 
 

01 

 

  New 
 Revised 

     Request  +____%  -____%   
Other ___________ 

 

02  
 

  New 
 Revised 

     Request  +____%  -____%   
Other ___________

 

03  
 

  New 
 Revised 

     Request  +____%  -____%   
Other ___________ 

 

04  
 

  New 
 Revised 

     Request  +____%  -____%   
Other ___________ 

 

05  
 

  New 
 Revised 

     Request  +____%  -____%   
Other ___________ 

 

06  
 

  New 
 Revised 

     Request  +____%  -____%   
Other ___________ 

 

07  
 

  New 
 Revised 

     Request  +____%  -____%   
Other ___________ 

 

08  
 

  New 
 Revised 

     Request  +____%  -____%   
Other ___________ 

 

09 
 
 

 
 
 
 

  New 
 Revised 

     Request  +____%  -____%   
Other ___________ 

 

10 
 
 
 

   New 
 Revised 

     Request  +____%  -____%   
Other ___________ 

 

   LH RFA-1 
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